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Plainview
School of Creative Arts
Spring (1) 2026

UNIVERSITY MISSION STATEMENT
Wayland Baptist University exists to educate students in an academically challenging, learning-focused and distinctively Christian environment for professional success and service to God and humankind.

Course Title: Persuasion
COMS 4301 VC 01
Spring 1 (2026)
Course Instructor: Steve Furlich, Ph.D.
E-Mail: stephen.furlich@wayland.wbu.edu
Office Hours: Hours: On-Line through e-mail.
Course Meeting Time: Virtual Weekly Assignments
Prerequisites: None
WBU Help Desk: www.WBU.edu/online 866-547-9192 or send an email to   vcsupport@wbu.edu
	
Wayland Baptist University Mission statement:  Wayland Baptist University exists to educate students in an academically challenging learning-focused and distinctively Christian environment for professional success, lifelong learning, and service to God and humankind.

Disability statement:  It is university policy that no otherwise qualified disabled person be excluded from participation in, be denied the benefits of, or be subject to discrimination under any educational program or activity in the university.  Students should inform the instructor of existing disabilities the first class meeting.

"Having knowledge but lacking the power to clearly express it is no better than never having any ideas at all."  Pericles

 “Life is 10% what happens to you and 90% how you respond to it.”
Lou Holtz, Notre Dame Football Coach (Retired)


COURSE INFORMATION

Materials – Textbooks, Readings, Supplementary Readings

University Course Catalogue Description
This course builds on the study of persuasive communication to consider theories of persuasive communication in personal and professional areas. Analysis of face to face communication and technology mediated communication will also be addressed. Professional persuasive communication techniques will also be analyzed in professional areas of sales and advertising.


Textbooks Required: 

Textbook and resource materials: 
Book 1. Robert B. Cialdini (2006) *Influence: The Psychology of Persuasion. Rev. New York: Collins.

Book: 2. Robert B. Cialdini (2018) Pre-Suasion: A Revolutionary Way to Influence and Persuade Paperback.  

Book: 3. Trey Gowdy (2020). Doesn’t Hurt to Ask: Using the Power of Questions to Communicate, Connect, and Persuade. Crown Forum.

Student Learning Outcomes:  This course explores theory and principles of effective persuasive communication while providing an emphasis on skills development.  Specific attention is given to the recognition of persuasive communication.  General student learning outcomes include the following: At the end of this course students will
1. Apply theory and practice in persuasion.

2. Describe the role of technology in persuasion. 

3. Students will utilize various fundamentals and tools of effective persuasive communication.

4. Students will be able to critically analyze the persuasive attempts of others. 

5. Students will be able to distinguish effective persuasive skills in various contexts.

6. Students will be able to analyze, evaluate, or solve problems when given a set of circumstances, data, texts, or art.
7. In written, oral, and/or visual communication, A&M-Commerce students will communicate in a manner appropriate to audience and occasion, with an evident message and organizational structure.  
8. Students will understand and practice academic honesty. 
9. Students will demonstrate an understanding of societal and/or civic issues.

Prerequisites: None

STUDENTS MUST SIGN INTO THEIR WBU E-MAIL ADDRESSES ONCE EVERY 72 HOURS. Students can send out e-mails in blackboard for the class using the link labeled send e-mail.

Students MUST have access to the INTERNET.

Course Assignments/Assessments: The School of Fine Arts supports university policies of academic excellence as noted in the student handbook. Interpretation of grades should be considered within the university framework: A=excellent, B=good; C=average; D=inferior; and F=failure. Final grades in this course will be based on: 
A=100-90, B=89-80, C=79-70, D=69-60, F=59 and Below

Please Label All Submitted Assignments with your Name, Section, & Assignment Number. Examples: Smith, 4301 VC01 Paper 2 etc. Please also use these labels in e-mails, such as in subject lines.
Assignments: Assignments will be submitted electronically and must be received by 5:00 P.M. Central Friday the week it is assigned. This includes papers and discussions.  Please do not send an e-mail asking if your paper was received until at least 1 week after it is due. Answering e-mails about receiving the papers slows down the process of grading papers. An e-mail from the Instructor to ALL students will be sent AFTER ALL papers have been graded to notify the class that speech grades have been posted.

Tests = 70%; Papers: 1 = 10%, 2 = 10% = total 20%; Discussion = 10%

* Tests - (70%) 
20% Test 1 
25% Test 2 
25% Test 3 

Students must take the tests without any assistance from other people. They may use their textbooks but the tests will be timed. Academic integrity is described in the student handbook for Wayland Baptist University. Failure to abide by the rules outline may result in failing the class. If a week has both a test and discussion in that week, the discussion will not be part of that test but will be covered on the next test. Due to multiple sections of this class taking similar tests, test answers will not be given after the test as to correct and incorrect answers. The students’ scores will be the feedback that they receive concerning their test performance. Students preparing for tests should study how concepts are related to each other, how they differ, and come up with personal examples of the concepts. The test questions are usually not straight forward definitions but often give an example and ask the student which concept the example best represents. 

Discussion- (10%)

All discussions are finished by the Friday of the week they are assigned at 5:00 PM Central. A list of questions is given at the end of the syllabus for each section. The first student to post a comment or question for a section should consider addressing one of these questions. Students are required to post 2 questions and respond to 2 other questions that are posted each week. Students need to come up with their own original questions to post and not re-post previous questions from other students or the syllabus. Likewise, students need to refrain from answering the same questions other students previously fully answered. Some repetition is acceptable if it helps to develop the ideas and concepts. The objective is to expand and apply the course material. Students cannot post questions or comments for any section except the present one. Hence, you need to stay on top of your participation for each section. It is helpful for viewing if students begin a new post with each of their original questions they post rather than connected to a previous comment or posting more than one question together.

* Papers - (20%) Note: Encyclopedias, the course textbook, and dictionaries do not count as sources. Papers will be submitted in Activities, Assignments, Proper Envelop.
10% Paper 1: 
10% Paper 2: 

*Please only submit written assignments as attachments in WORD in Activities, Assignments, Proper Envelop. Other files such as PDF files are too difficult to grade. 

Paper 1: 1-2 pages (Real-life experience recipient of persuasion)
1. All students will experience a different customer service encounter and report about their persuasive communication observations from their encounter. 
2. Students should address what is consistent and/or inconsistent from their observations from that of class material. It is essential to identify class material experienced in the encounter. 
a.	YOU MUST CLEARLY IDENTIFY AT LEAST 3 CONCEPTS FROM CLASS THAT WERE OBSERVED. DESCRIBE HOW SOMEONE CAN BENEFIT FROM KNOWING THIS INFORMATION. HOW CAN IT BE USED. Underline the 3 Class concepts in your paper.
3. Some customer service encounter examples are buying a car, shopping at the mall, shopping for clothes, shopping for a cell phone/ plan, workout membership inquiry, eating at a restaurant, grocery store samples etc.
4. The main purpose is to have interaction with the sales person and highlight their persuasive appeals and reactions during the communication encounter.
5. Papers should be 1-2 pages, include 3 different reference sources (books or journal articles, class books are not counted), and follow APA format for writing a paper. The sources need to be credible, such as books or journals. Internet web-site sources will not count as part of the required 3 sources. Further sources not given credit are Wikipedia, our textbook, dictionary, interview of someone not considered an expert.

You are required to address at least 3 areas of persuasive communication covered either in notes or the book. Clearly indicate the three issues from class material in the paper by underlining the concepts within the paper. The purpose of this assignment is to indicate what you learned about personal experience with persuasion and how you can communicate better in the future from this knowledge. Other files such as PDF files are too difficult to grade. 
. At the end of each paper, each person will write the specific context and the date that the communication took place.

Paper 2: 1-2 pages (Product Persuasive Appeals)
Students will persuade the audience to buy an existing product. This product is currently available for sale. The purpose is to persuade the audience to buy the speaker’s product and to present the product in a new and original way. In other words, the product already exists and there is already persuasion to buy the product, however, it is your goal to have an original presentation that addresses areas not previously presented. Critical thinking is a major goal. It is imperative for the speaker to demonstrate why his or her product is superior to other products. Each student should highlight at least 3 different areas of class material that were used in the persuasive appeals by underlining those sentences in the paper. YOU MUST CLEARLY IDENTIFY AT LEAST 3 CONCEPTS FROM CLASS. DESCRIBE HOW SOMEONE CAN BENEFIT FROM USING THIS INFORMATION. HOW CAN IT BE USED. Underline the 3 Class concepts in your paper. The paper will consist of gathering at least 3 credible outside sources for your presentation, such as journal articles or credible books to be cited in your paper. The sources can be used to support the unique approach chosen to persuade about the product. For example, one can cite a source that people are more motivated when they mention that there is limited time after writing in their paper that the product is available for only a limited time. This is an example of using a source to support part of your approach. The sources need to be credible, such as books or journals. Internet web-site sources will not count as part of the required 3 sources. Further sources not given credit are Wikipedia, our textbook, dictionary, interview of someone not considered an expert. Other files such as PDF files are too difficult to grade. 
*Be sure topics are appropriate for the class. 

Interaction with Instructor Statement
The instructor will email back attachments with feedback for the two papers and exams and discussions will have grades posted for feedback.

Syllabus Change Policy
The syllabus is a guide.  Circumstances and events, such as student progress, may make it necessary for the instructor to modify the syllabus during the semester.  Any changes made to the syllabus will be announced in advance.

Assignments will be submitted electronically through email to the instructor.


The two papers and discussions must be received by 5:00 P.M. Central Time Friday the week it is assigned. This includes discussion postings which are posted weekly discussion link.  Please do not send an e-mail asking if your paper was received until at least 1 week after it is due. Answering e-mails about receiving the papers slows down the process of grading speeches. An e-mail from the Instructor to ALL students will be sent AFTER ALL papers have been graded to notify the class that paper assignment grades have been posted.

Course Procedures 
Assignments - Assignments must be completed on time. Late work will result in loss of points. Academic integrity is expected on all course assignments and activities.  Violations of academic integrity (e.g., plagiarism, cheating, etc.) are serious offenses and will be dealt with according to university policy.

Make-Up Assignments and Examinations - If you miss an exam or paper it must be for one of the following types of documentable reasons: death in the family, severe personal illness, university sponsored activities, etc.  If you have an unexcused absence during a week you are scheduled to make a presentation or take a test, you cannot make up that presentation or test.  Additionally, because of time constraints, the instructor may elect not to grant make-up speeches for any reason. In order to take a make-up examination you must submit verifiable and official documentation to your instructor (e.g., a doctor’s note for the specific day missed).  If your request is approved, you may take a make-up test on the appointed day.  All make-up exams must be given for qualified persons within 2 weeks of the missed test. 

Assignments are due by Friday 5:00 P.M. Central on the Friday of each week.
Please note that this is a tentative schedule for topics that will be explored this semester.  
Slight changes may be made as the semester progresses. 

Course Schedule
Please note this is a tentative schedule for topics that will be explored this semester.  
Slight changes may be made as the semester progresses. 

An important reminder:  
All Papers and Exams are in bold.  Notice how these are close to each other.  
Therefore, it is imperative for you to plan ahead and prepare in advance so you don’t fall behind in the course. 
Keeping up with the readings and staying active in class are the best ways to stay afloat in this class.

Persuasion Course Schedule – Spring (1), 2026
	Dates are Monday of each week
Assignments due by Friday each week 5PM Central Time USA
	Our course is organized by a weekly schedule. 
	

	Week 1: Jan. 12: DISCUSSION 1: Read Syllabus., Cialdini (2006) ch. 1, 2, 3, 4

	Week 2: Jan. 19: DISCUSSION 2: Cialdini (2006) ch. 5, 6, 7

	Week 3: Jan. 26:  Paper 1 Due; Test 1: Test 1 (Caldini 2006, ch. 1, 2, 3, 4, 5, 6, 7)

	Week 4: Feb. 2: DISCUSSION 3: Discussion: Cialdini (2018) Ch. 1, 2, 3, 4, 5, 6, 7, 8


	Week 5: Feb. 9: DISCUSSION 4: Cialdini (2018) Ch. 9, 10, 11, 12, 13, 14



	Week 6: Feb. 16
	Test 2 Cialdini (2018) Ch. 1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11, 12, 13, 14
DISCUSSION 5: Gowdy (2020) Ch. 1, 2, 3, 4, 5, 6

	Week 7: Feb. 23

	DISCUSSION 6: Gowdy (2020) Ch. 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17

	Week 8: March 2
	Paper 2 Due; Test 3 (Gowdy (2020) Ch. 1-17)



I’m looking forward to getting to know each one of you!
Have a great semester!

Discussion Questions

Week 1: What are some of the ways to influence an audience? What is the theme behind reciprocity regarding persuasion? What are some example of using reciprocity to gain compliance not given in the book? How are our choices influenced form previous decisions? What is the role of schemata with persuasive compliance? What role does social norms play with persuasion?

Week 2: Generally speaking, are there parallels between children desiring to be liked and adults’ need to be liked? Are there any social conditioning associations with authority figures and influencing behaviors such as early in school or parenting?  Is there a biological reaction passed down from generation to generation to desire scarce resources as a means to survive?

Week 3: Paper 1 Due; Test 1: Test 1 (Caldini 2006, ch. 1, 2, 3, 4, 5, 6, 7)
Week 4: What should be considered when labeling prices? What is an example of the book to establish trust? What are privilege movements? What is target chuting? What are some examples from the book to focus attention? What does the book say about bad publicity, is there such a thing? What is the norm of social responsibility? What is described about the relationship between focus and causation? What specific examples from the book are cues that capture our attention? What is self-relevance? How do unfinished tasks influence attention? What is the Zeigarnik Effect? What is psycholinguistics in persuasion? What is weight heaviness influences with persuasion? What are some examples of environmental cues in Ch. 8?

Week 5: What are examples of opening concept linkages with secondary concepts? How can the now-extant connection be used? What is the most effective product placement? How can directing attention be used in sales? How can expectations be managed for more persuasive effectiveness? What are ways attorneys can gain trust described in the book? What are some examples of synchronized experiences described in the book? When should feel statements and think statements be used differently? What is co-creation described in the book related to persuasion? What association is between ethical behaviors in the workplace and job performance? What is a way a commitment can have a lasting effect?


Week 6: Test 2 Cialdini (2018) Ch. 1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11, 12, 13, 14
How is persuasion defined in the introduction section of the book? Regarding defense mechanism, people like to talk more or listen more? Questions or declarative statements are better with gathering time, information, and interpersonal connectivity? Is the art of persuasion about winning people over or bringing them together? What is meant by the book’s description of symmetry? How is the concept of recency used in the book? What is meant by sizing up a person? Should large or small requests be made and why? How is reasonable doubt defined in the book? What type of point should you start with?

Week 7: 
What are two things questions either do? What is the difference between cross-examination and direct examination? When should leading questions be used? How does the book define impeachment and what are some ways to enact it? How is hitchhiking used? How can repetition be specifically used in persuasion? When should big words and soft words be used? How can reframing be used in persuasion? What are some defense tools and how can they be used in persuasion? What are some ways described in the book to slow someone down? How is deconstructing an argument used? How are expectations and symmetry used?

Week 8: 
Paper 2 Due; Test 3 (Gowdy (2020) Ch. 1-17)
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